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Ideas From Leading Experts in Financial Planning
Planning for the Creative
Artist-Client
Retirees attracted to consulting.
Professionals who retire and get itchy
to do something are attracted to con
sulting. One advantage is that it capi
talizes on the expertise of the retiree;
there are years of experience to sell.
The second advantage is the low
start-up cost. A home office, no
inventory or employees all keep the
cost down. In addition, with many
businesses paring down the size of
their staffs, there is a trend to using
outside help when needed. So be alert
to retirees who want to avoid the
rocking chair and would jump at a
chance to use their acquired exper
tise. Personal Finance, August 9,
1995, page 174.

Higher reserve requirements seen
for term life insurance. Concerned
with trends toward higher first year
commissions and lower premiums,
the National Association of Insurance
Commissioners has adopted a bill to
regulate the pricing of guaranteed
level term insurance. Aimed at stabi
lizing insurers’ solvency, the measure
sets higher reserve requirements for
level term products with premium
guarantees longer than five years.
Higher reserve requirements will
decrease not only the profitability of
certain products, but also the insur
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Spicing Up Your PFP Practice
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By Michael Markiewicz
Michael Markiewicz, CPA/PFS, CFP, of
Markiewicz & Company, P.C., Norwich,
VT, reviews the special financial planning
considerations of the creative artist.

The creative artist as a client poses
some unique and interesting challenges.
Additionally, this type of client often
requires the CPA to wear a number of dif
ferent hats beyond the traditional ones we
wear for most of our financial planning
clients.

Unique Personalities
The first thing to recognize is that cre
ative artists frequently have unique per
sonality characteristics, such as the need
to focus on their art and not their finances.
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Continued on page 4

From the Chair’s Corner: Recent PFP Division Activities
and the 1995 Investment Conference
By James A. Shambo
James A. Shambo, CPA/PFS, Chair of the
American Institute of CPA’s Personal
Financial Planning Executive Committee,
reports on recent happenings in the PFP
Division and on the 1995 Investment Con
ference

Continued on page 2
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What’s Inside

Over the course of the last two years, I
have tried to provide a mix of information
and opinion as seen from my viewpoint as
Chair of the PFP Executive Committee.
My opinion articles have definitely stimu
lated more feedback than the information
pieces. This is probably to be expected
AICPA PFP Division

when you consider the multitude of opin
ions we all face daily. Since my last offer
ing was an opinion piece, I will try to keep
my readers calm with what I think is a
noncontroversial information piece.
PFP Division Strategic Plan Progress
The thrust of the PFP Division’s strategic
plan adopted two years ago identified three
critical objectives. To get a full sense of our
progress over the two-year period since the
strategic plan was put in place, you may
want to refer back to the December-January
1994 Planner article announcing the plan.
Continued on page 2
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TrendWatch

From the Chair’s Corner
Continued from page 1

Continued from page 1
er’s net worth, and may therefore
affect some insurers’ ratings. New
York has already adopted this mea
sure, which is expected to be ratified
by the remaining states. Insurers
could respond in a number of ways—
funding additional reserve require
ments out of surplus, raising term
rates, maintaining but not guarantee
ing rates, or developing term products
with guarantees of only five years,
perhaps with a rider extending the
rate guarantee. NAPFA Advisor, Sep
tember 1995, page 1.

MFCC—mutual fund education
and designation program. A new
designation—Mutual Fund Chartered
Counselor (MFCC)—will be offered
by the Investment Company Institute
(ICI) and the National Endowment
for Financial Education (NEFE) in
early 1996. The program is designed
for registered sales professionals,
financial planners, and others who
provide mutual fund information to
clients and investors. MFCC candi
dates must complete a nine-part edu
cational program and pass a final
examination. The nine self-study
modules, each expected to take eight
hours, cover a variety of topics on the
characteristics, operations, and selec
tion of mutual funds, as well as ethics,
integrity and professional conduct.
For additional information contact
ICI at (202) 326-5868. Mutual Fund
News, August 1995, page 1. ♦

Public awareness: The PFP Executive
Committee welcomed the public relations
firm of Hill Holiday at our last meeting
(June 1995). Their report was a result of
interviews with eight separate focus
groups, which consisted of users of finan
cial planning services in three distinct geo
graphic areas of the country. Their conclu
sion will be reported on more fully in a
special report. At this time, I will share
some of the highlights with you.
According to Hill Holiday, the most
important criteria the public uses to
choose a financial planner includes expe
rience, track record, references, profes
sional reputation and personal fit. CPA
financial planners were seen as trustwor
thy, objective, stable, highly educated
and, most important, knowledgeable of an
individual’s entire financial picture. In
contrast, the CPA is seen as too conserva
tive, possessing a historical vision and not
particularly creative.
Our Communications Subcommittee,
chaired by Lyle Benson, CPA/PFS, Balti
more, MD, will perform an in-depth
review of the study to determine how we
can best promote the CPA financial plan
ner. It is a given that the PFP Division’s
budget cannot compete with the likes of
Merrill Lynch or American Express.
Therefore, we have to be more creative to
get the word out.
Over the past two years, our efforts
with the media have been very effective.
Financial planning articles now routinely
cite the AICPA, CPAs or PFSs as a key
provider of financial planning services.
Starting from this base, the Communica
tions Subcommittee now has more con
crete information that will allow us to
enlarge our positive campaign of image
building.
It is clear to me that we must recognize

that all CPAs are not financial planners,
and that those who are, are distinctly more
creative than the traditional tax technician
or auditor the public may recognize. With
out bias, I firmly believe that CPA finan
cial planners have the “vision thing” that
people want in their planners, without the
technical limitations of less qualified
planners. We as CPAs offer the best of
both worlds. (The August/September
issue of the CPA Letter and a future issue
of the Planner will have more information
on the CPA image program.)
Fee only: In another action at our June
meeting we put the finishing touches on a
white paper that is expected to be released
after exposure to the Federal Trade Com
mission. Our white paper addresses two
key issues in financial planning, method
and disclosure of compensation. Everincreasing media reports of abuse in com
pensation issues led us to consider these
issues.
The Executive Committee believes that
the integrity and credibility of our profes
sion and that of the financial services
industry as a whole hinges on full and fair
disclosure of both the source of compen
sation and the amount. We define “feeonly” as “arrangements where the finan
cial planner is compensated solely by the
client for services provided and not as a
result of the purchase or sale of any finan
cial product.”
Our white paper concludes that feeonly compensation furthers the following
goals that enhance the client’s interest—
■ Avoids conflicts of interest and pub
lic criticism that conflicts of interest cre
ate,
■ Fosters objectivity,
■ Maintains allegiance to the client and
■ Encourages exploration of solutions
other than the purchase of particular
financial products.
Our white paper further suggests that to
differentiate CPA planners from the
crowd, we disclose not only the method of
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our compensation but also the amount as
soon as it is determinable. Clients who are
aware of these factors will be able to eval
uate the cost of the transactions or finan
cial plans and simultaneously determine if
the method of compensation would, in
their view, impair the planner’s profes
sional judgment and objectivity. We
believe fee-only planners compare favor
ably when all compensation is considered
and that full disclosure will set CPAs apart
from those less forthcoming.
The Federal Trade Commission
process takes at least six months to com
plete. Therefore, we are optimistically tar
geting, barring no other delays, the release
of our white paper by our next annual
technical conference to be held January
8-10, 1996, in New Orleans.
Personal Financial Specialist (PFS)
as the designation of choice: Some sur
prisingly good news came from the focus
groups conducted by Hill Holiday. Once it
was clarified to the participants what PFS
stood for, the focus groups uniformly
expressed a high degree of respect for the

CPA/PFS: Not Just
Another Financial
Planning Designation
Only a CPA can become a Per
sonal Financial Specialist (PFS)—
the most exclusive designation
among financial planners. Possess
ing the PFS designation demon
strates your experience and exper
tise in practicing personal financial
planning. Find out what being a
CPA/PFS could mean for you. Call
the AICPA Order Department at
(800) 862-4272, submenu #1, and
ask for product G00055 (PFS
Application Information). If you are
a CPA and already hold either the
Certified Financial Planner (CFP)
or Chartered Financial Consultant
(ChFC) designation, ask for product
G00105 (PFS Test Substitution
Package).

PFS qualifications. This was true even
though there was widespread initial con
fusion. The PFS designation was viewed
with much more credibility than other
financial planners partly because it is lim
ited to CPAs. We hope to build on that
belief and we will continue to promote the
PFS as the designation of choice among
CPAs and the public.
Our Internal Awareness Task Force
headed by Alan Rothstein, CPA/PFS,
Rothstein & Associates, Avon, CT, has
been very active getting the PFS message
out at CPA conferences including our own
annual technical and investment confer
ences. We realize we have a lot of educat
ing to do within the profession as to the
value of becoming a PFS practitioner and
we hope to reach out to members who pre
viously did not recognize the need for a
specialty designation.
We also plan to hold “Town Hall”
meetings across the country in 1996 to
inform local state society chapters of our
progress and efforts. The results of the
Hill Holiday report and our own media
efforts will make it more clear to practi
tioners that the PFS designation does add
value to a CPA financial planner’s prac
tice.

Investment Conference
One of our seven high priority items
from the strategic plan was to enhance the
CPA’s competency in providing invest
ment planning services. As explained in a
prior column (April-May 1994, Planner),
this does not mean all CPAs must give
investment advice. Rather, we must rec
ognize our level of competency and abili
ty to provide quality service and then
build our practice units to use in-house or
outside assistance to include investment
advice—a critical component of financial
planning. (That article, by the way, was of
the opinion type and resulted in many
comments from PFP Section members. If
you are struggling to identify how to
incorporate investment advisory services
into your practice, I urge you to revisit that
article.)
The 1995 Investment Conference,
Double-Digit Dilemma, was well attend
ed and well received. Our kickoff speak
ers looked at the perils and possibilities
we face going into the coming millennium

AICPA PFP Division

and addressed ways to manage clients’
expectations. Classes on closed-end
funds, the bond market, futures and other
sophisticated investments gave attendees
specific investment educational opportu
nities. Practice opportunities were cov
ered in classes on developing investment
policy statements, investment manage
ment as a CPA’s profit center, registration
issues and advanced mutual fund selec
tion. This year’s “Great Debate,” moder
ated by conference chair, Lyle Benson,
assessed risk tolerance and its impact on
asset allocation. Harold Evensky, CFP,
Coral Gables, FL, Joel Isaacson,
CPA/PFS, New York City, and Don
Phillips, Morningstar, Inc., Chicago, IL,
contributed to a lively and informative
discussion. If you have not yet been to our
investment conference, leave room in
your CPE budget for the 1996 conference.

Departing Executive Committee
Members
Our June meeting was the last for this
year’s committee, and it is time to say
goodbye to several members. I want to
personally extend my thanks to Lyle Ben
son, Stanley Breitbard, Jeffrey Keyser,
Robert Garner and Vincent Vacarro for
their contributions over the years. Lyle
will continue to serve us well as our Com
munications Subcommittee Chair, and we
hope to tap as needed the resources of the
other retiring members. Stanley Breitbard
deserves special mention at this time for
the encouragement and support he has
given to me in my capacity as Chair. Stan
ley even professed to read my articles, and
he claims that he enjoyed them. As a prior
chair of the Executive Committee, his
counsel has been most appreciated and
was a great contribution to the profession
and our division. Starting with the Octo
ber meeting, our new chair, Kaycee
Krysty (the lady with two first names), of
Moss Adams, Seattle, will take the helm.
She has spearheaded the creation of our
strategic plan and has contributed in many
other ways over the past four years. I will
continue to serve the Executive Commit
tee for another year as Chair Emeritus. I
am looking forward to the more relaxed
pace, which I hope will allow me to con
tinue to contribute to enhancing the prac
tice of CPAs as financial planners. ♦
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Planning for the Creative Artist-Client
Continued from page 1

In my practice I have found that my artist
clients often want as little as possible to do
with their finances. As a result, they place
far more reliance on you, their adviser,
than the usual client. In some cases, I have
taken on the responsibility for paying the
bills, billing, budgeting, processing insur
ance claims and many other tasks. The
artist-client wants little or no part of these
tasks, but still wants to have them done
correctly. In essence, for some of my
artist-clients, I have become their business
manager.
While many of the traditional aspects
of financial planning are involved in being
a business manager, it goes to the heart of
the implementation phase of planning.
You are actually doing the implementing.
But beyond what we all know about
implementation for a nonartist-client,
being a business manager for an artist
client can often involve, when requested
by the client, negotiating with galleries for
shows and displays and commission per
centages for the artist. If the artist-client
has an agent, arranging shows and com
missions usually falls withing the range of
the agent’s services.
Practice Pointer: From a legal standpoint,
I have found that the artist-client’s execu
tion of a limited power of attorney to me is
essential for carrying out all of the duties of
a business manager. In addition, I think it is
prudent to have the artist-client execute a
fairly detailed engagement letter setting
forth the relationship established.

Success at a Later Age
It is not at all uncommon for the cre
ative artist to achieve financial success in
middle age or even later. This alone pre
sents a whole set of planning challenges.
You are faced with balancing your artist
client’s desire to currently enjoy the new
found wealth, while seeing that he or she
also starts planning for retirement and
estate distribution. The biggest challenge,
of course, is trying to get the artist-client to
understand and accept this balancing act.
Most successful artists struggle for
many years before they “make it big,” and
they often do not want to deny themselves
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the things they could not have earlier in
life; nor should they. However, it is your
responsibility to make a persuasive argu
ment for balancing current consumption
with future needs. The “business” of art
can be quite fickle. Success today does not
ensure success tomorrow.

Cash Flow
Virtually all creative artists, that is,
painters, sculptors and crafts people, are
self-employed. As with anyone who is
self-employed, cash flow can be wildly
erratic. It is vital that you either assist your
artist-client in the management of his or
her cash flow or actually control its man
agement (for example, by establishing an
allowance for your artist-client).
Although your artist-client may create
great art, the selling of the art is depen
dent on many unstable factors. Potential
buyers have to love the art and have to
have the resources and desire to buy it.
Additionally, the state of the economy
can be a major factor. Because art is a dis
cretionary purchase, even the well-to-do
will often put off purchases in recession
ary times. In my practice, I have seen
enormous swings from year to year in the
gross revenue of my artist-clients, which
is mostly attributable to the state of the
economy.
Budgeting is an important element in
managing your artist-client’s cash flow.
Another critical area in cash flow manage
ment is management of receivables. Often
a condition of sale for a “major” piece of
art is giving the buyer the right to make
payments on the installment basis. You
may be the one who—
■ Negotiates the terms of an install
ment purchase with the buyer,
■ Executes the contract, and
■ Bills the buyer.
In my practice, I have also found
myself in the position of assisting my
artist-clients in setting prices for their
works and negotiating prices with the
buyers to consummate a sale. A final con
sideration in the area of cash flow man
agement is that I have at times reluctantly
found myself acting as a collection agent
for my artist-clients.
AICPA PFP Division

Insurance
Because creative artists are generally
self-employed, they most often do not
have available to them group insurance
programs. While there are creative arts
associations they can join, most of these
organizations exist to promote the creative
arts. They do little to provide functional
programs for their members, such as
offering group insurance plans.
There are several ways to deal with this
problem. One is for the artist to obtain
individual insurance policies. Barring all
else, this should be the choice of last
resort, primarily because of the expense.
Practice Pointer: Another option to con
sider, which can also be a practice builder
for you, is to assist your artist-client in the
formation of an insurance cooperative for
artists. Not only will this enable your artist
client to obtain group rates on many forms
of insurance, but it can then be marketed to
other artists as well. Most artists know
other artists, and that is a good place to
begin in marketing this type program.
Before you embark on this type of endeav
or, however, check with your state insur
ance commission to assure that all rules,
including licensing, are met.

In addition to the more traditional types
of insurance, such as life, health, disabili
ty and casualty coverages, which every
one requires, creative artists need to con
sider insurance to cover their art itself.
Once a work of art is created, its value is
radically changed from what it was as
“raw materials” or artists supplies. Addi
tionally, there is insurance available to
cover the transport of the art from place to
place, particularly when being transported
from studio to gallery, from gallery to
gallery, and finally to the ultimate buyer
of the art.
Practice Pointer: You should also review
your artist-client’s agreements with
exhibitors (galleries and museums) of his
or her works to ascertain the extent of the
insurance coverage for the works while
they are in the custody of others.

PLANNER
Estate Planning
Estate planning for an artist-client is
somewhat akin to planning for a profes
sional. It is the individual, the artist-client,
who generates the value. And when the
artist-client dies, the heirs have no busi
ness to step into. Here the similarity ends.
Unlike the professional, the successful
artist-client will often leave a major lega
cy in the form of finished, but unsold,
works of art that might increase geometri
cally in value on the death of the artist.
A horde of work by a dead artist has
lead to several instances of well-publi
cized litigation involving millions of dol
lars (for example, the estates of Andy
Warhol and Mark Rothko). Agents have
been pitted against widows, brother
against sister and everybody against the
Internal Revenue Service, usually as a
result of higher than expected values
being placed on the deceased’s works. An
estate plan that recognizes the special situ
ation of the artist and that is designed to
prevent the potential for money-squander
ing squabbling should be developed for
your artist-client.
Practice Pointer: Getting artist-clients to
pay attention to estate planning matters can
be difficult. This is an extension of their
general lack of interest in financial matters.
Thus, anything that can be done to see to it
that a reasonable estate plan is in place
should be looked on as a positive achieve
ment.

Copyright Protection
It is critical that the creative artist
copyright any of his or her work that
may be subject to use by others without
permission. This is particularly true of
art that can be easily “copied.” Obvious
ly this is not so much of a concern for
sculptures, but it can be a real issue for
artist-clients who create paintings, draw
ings, lithographs, etchings, serigraphs
and other more readily reproducible
works.
Practice Pointer: Copyrighting works of
art is a relatively straightforward process.
You should familiarize yourself with the
procedures so you can efficiently assist
your artist-clients to protect themselves.

Other Considerations
In addition to their special needs,
artist-clients have the need for the tradi
tional range of planning services, includ
ing tax planning, business planning,
investment planning, retirement planning
and the like.
As the business manager, it is some
times more difficult to do these types of
planning for artist-clients because of their
general lack of interest in dealing with
anything financial. In my experience, I
have often found myself in a position of
having my clients tell me to handle it in a
manner that I see fit; no matter what I do,
it will be okay with them. You, therefore,
may find yourself in the very precarious
and unpopular position of having to
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CPE programs of interest.

AICPA —
■ National Conference on Federal
Taxes. Cosponsored by the DC Institute
of CPAs, this conference is designed to
update you on the latest tax planning tips
and issues, and what is going on in Con
gress. Among the topics to be covered
are: Succession Planning; Investment
Strategies for Advising Clients; Practical
Aspects of Buying and Selling a Busi
ness; Operating the Family Limited Part
nership; and Qualified Plan Distribu
tions. Registration fee, $595. October
19-20, 1995, at the Grand Hyatt Wash
ington, Washington, DC; (202) 582-123
(call hotel directly to make your reserva
tion). Earn up to 16 CPE credits (1 “free”
credit for optional session).
■ The 1995 National Business Valua
tion Conference. Cosponsored by the
Society of Louisiana CPAs, this new con
ference is designed for practitioners per
forming or interested in learning more
about business valuations. Among the
topics to be covered are:Value? What Do
You Mean?; Reasonable Compensation
Issues; Business Valuations: An Industry
Focus; and Valuation in the Use of Fami
ly Partnership Planning. Registration fee,
$595 ($25 discount if received by
November 6); December 4-5, 1995, at
the New Orleans Hilton Riverside, New

AICPA PFP Division

“force” the artist-client to deal with these
issues.

Conclusion
Creative artists as planning clients
offer a unique opportunity to expand the
traditional roles we perform, particularly
as overall business managers. At one end
of the spectrum, we may function so that
we do “everything” for our artist-clients.
At the other end, we may perform tradi
tional planning services while working
with another business manager. Working
with artist-clients is challenging and
rewarding, not only from the standpoint
of enlarging a practice, but from having
the opportunity to work with some very
fascinating people. ♦

Orleans, LA; (504) 561-0500 (call hotel
directly to make your reservation). Earn
up to 16 CPE credits.
To register for these conferences
using a VISA or MasterCard, call (800)
862-4272 and select submenu #3. For
further information or confirmation
requests relating to the above AICPA
programs, write or call the AICPA
Meetings and Travel Services Depart
ment, Harborside Financial Center,
201 Plaza Three, Jersey City, NJ
07311-3881;(201)938-3232.

State Societies—
■ New York: Elder Care Confer
ence—October 23, 1995, New York
Marriott East Side, New York City; up
to 8 CPE credits; $220 (members),
$265 (nonmembers). Contact New
York State Society of CPAs Founda
tion for Accounting Education, (212)
719-8383 or (800)537-3635.
■South Carolina: Tax Conference —
November 15-16, 1995, Adams Mark
Hotel, Columbia, SC; up to 16 CPE
credits; $225 ($150, one day). Contact
Sandra Linn, (803)791-4181.

Other—
■ American Law Institute-American
Bar Association: Investment Manage
ment Regulation, Thursday-Friday,
October 12-13, 1995, Loews L’Enfant
Plaza Hotel, Washington, DC; $685.
Contact (800) 253-6397.
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1996 Technical Conference:
Spicing Up Your PFP
Practice
Plans are being finalized for the Ninth
Annual PFP Technical Conference—
Spicing Up Your PFP Practice—to be
held at the Sheraton New Orleans, on Jan
uary 8-10, 1996. This is the largest con
ference addressing the specific needs of
CPA financial planners.
The 1996 Conference will offer up to
21 hours of continuing professional edu
cation (CPE) credits in a variety of
advanced-level sessions. The agenda has
been designed to help you develop the
skills to meet your clients’ needs and
operate a profitable PFP practice. If you
are looking for innovative ideas and
strategies, plan to join your colleagues at
this exciting three-day program.

Top-Notch Technical Sessions
The keynote address will focus on pop
ulation trends and what these trends mean
for you and your clients. Following this
presentation, you can pick and choose
among 32 technical sessions, grouped into
tracks focusing on investment planning,
retirement planning, estate planning and a
“jambalaya” of special issues.
Investment planning topics include
global asset allocation strategies, analyz
ing the cost of investments, managed
commodity funds and developing invest
ment policy statements.
To help you prepare your clients for
their retirement, the conference includes
sessions on creative strategies for design
ing qualified retirement plans, preparing
your clients for the issues they face in
transferring a family business, long-term
care financing strategies for the retirement
years and a session on motivating your
clients to commit to the retirement
process.
The estate planning program features a
multigenerational analysis of strategies
for preserving family wealth, ideas for
creatively using trusts in your clients’
estate plan, a quantitative look at wealth
transfer at death and planning issues for
the growing number of non-U. S. citizens.
Other sessions of special interest
include an analysis of the tax and financial
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planning issues for your divorcing clients,
a closer look at the mechanics of life
insurance, insight on conducting effective
money manager searches and planning for
college costs. There will also be a general
session that focuses on the importance of
your clients’ businesses in developing
their overall financial strategy.

Keys to Profitability
In addition to the technical sessions,
the conference, on Wednesday morning,
will feature a series of profitability work
shops. At these sessions you can learn
from the shared experiences of other prac
titioners and survey the practice issues
involved in areas such as navigating the
investment adviser registration process or
developing media contacts. Other work
shops will focus on effective networking
techniques, developing profitable client
seminars, automating your practice to
increase the profitability of your PFP ser
vices and using computer resources to
evaluate mutual funds. There will be an
inspiring closing session that focuses on
building meaningful and profitable client
relationships.

Exciting Extracurricular Activities
In addition to the traditional welcom
ing reception and PFP Fun Run/Walk,
conference participants can attend an
optional group dinner—a taste of New
Orleans Mardi Gras—on Tuesday
evening. The event will feature New
Orleans mouth-watering cuisine, regional
music and a festive party atmosphere. In
addition, two special tours have been
arranged for your spouses and guests.
More information on the cost and reg
istration procedures for these extracurric
ular activities is included in the confer
ence brochure or confirmation packet.

Register Today
The PFP Technical Conference offers
you the opportunity to enhance your tech
nical skills, discover tips for profitably
managing and marketing your PFP prac
tice, hear the ideas and strategies of
nationally recognized speakers, exchange
practice tips with other CPA financial
planners and investigate a wide variety of
products and services on exhibit.
Last year’s conference was a sold-out
AICPA PFP Division

success! Do not miss this opportunity to
sharpen your skills and learn new tech
niques while enjoying the sights and
sounds of New Orleans! Complete and
mail your early-bird registration form
today. Brochures were mailed to PFP Sec
tion members, Personal Financial Special
ists, and other select groups in early
August. If you have not received a confer
ence brochure, please call AICPA Meet
ings and Travel at (201) 938-3232. ♦

PFP Division Reformats
Member Services
You will notice that the AICPA PFP
Division has changed the PFP Manual's
format from three loose-leaf volumes
(updated periodically) to a one-volume,
annually updated paperback reference
manual. In addition, four to six additional
titles in the PFP Library covering various
technical subjects will be issued each year.
The 1995 PFP Practice Handbook was
sent to all members in July. The new
handbook covers practice management
issues of importance to CPA financial
planners. It presents practical information
on the marketing, management and tech
nical aspects of a PFP practice. In addition
to the bound volume, you should also
have received (inside rear cover) a 3⅟4"
disk containing valuable documents in
WordPerfect 5.1. This disk is a data disk
and does not have to be “installed. ”
The new handbook and paperbacks
will provide information in an easy to
use format and should reduce confusion
about the PFP Section materials you
receive. Any members interested in
commenting about the change in mem
ber services are invited to contact Phyl
lis Bernstein at (201) 938-3808, on the
Internet via 74104.3272@compuserve.
com, or by mail to AICPA, Harborside
Financial Center, 201 Plaza Three, Jersey
City, NJ 07090. ♦

Planner Wins APEX Award
The Planner won an APEX ’95 Award for
publication excellence. This is the fourth
APEX Award won by the Planner.

PLANNER
PFP Certificate of Educational Achievement Graduate
Update CPE Program Is Here
The Personal Financial Planning Cer
tificate of Educational Achievement
(CEA) Graduate Update Program is here
for those of you who have your CEA in
personal financial planning. The two-day
program, specifically designed for gradu
ates of the PFP/PFPP CEA program will
provide you with up to 16 hours of CPE
credit in areas as diverse as:
■ Technical Standards (Statements on
Responsibilities, ethics issues, projections
and financial statements)
■ Practice Development (marketing
your client base, seminar selling, building
a referral network)
■ Practice Administration (registration,
liability insurance, documentation)
■ Personal Finance Trends (economic,
demographic, investment planning, insur
ance products, early retirement)
The Graduate Update was developed
by Larry Fowler, CPA/PFS, Bellevue,
WA, and will be taught by him and Terry
M. Stock, CPA/PFS, Friendwood, TX,
two outstanding PFP practitioners.
You can attend the program on either
October 9-10, 1995, at the Doubletree
Suites, New York City (rate $155; phone:
(212)719-1600), or October 12-13, 1995,
at the MGM Grand, Las Vegas, NV (rate
$85; phone: (800) 929-1111 or (702) 8911111). Registration for the course is $475
at either location. There is a special $50
discount for PFP Section members who
are graduates of the PFPP CEA program.
Because space is limited, you should call
in your course registration promptly at
(800) 862-4272 (sub-menu options 1,3, 1,
2). For your convenience VISA and Mas
terCard are accepted. If you wish to mail
in your registration, address it to AICPA
CEA Programs, P.O. Box 2220, Jersey
City, NJ 07303-2220, giving your name,
address, phone number, location desired
and whether you are a PFP Section mem
ber, together with your check for $425
($475 if you arc not a PFP Section mem
ber). Once your course reservation is
processed, complete hotel and program
events information will be mailed to you.
You should call the hotels directly to
arrange for your accommodations.

Do not pass up this opportunity to
enhance the PFP practice knowledge
acquired in your CEA studies and at the
same time meet with others who share your
interest in, and commitment to, PFP. ♦

Find the PFP Division
in the Accountants
Forum on CompuServe
Using the information superhighway to
bring a wide range of business and finan
cial information to you, the American Insti
tute of CPAs has established the national
“Accountants Forum” on the CompuServe
Information Network. Now operational,
the Accountants Forum allows you to do
research and access information on PFP
Division and other AICPA activities that
will include, at a future date, authoritative
and nonauthoritative accounting, auditing
and tax literature. You are also able to
access information on AICPA publica
tions, task forces, committees, conferences
and continuing professional education. The
Accountants Forum, which features a
library, a message center, a conference cen
ter for online discussions and a catalog,
also will allow users to send Internet e-mail
messages and download files.
“With the rapid acceptance of technol
ogy and its applications for communica
tions, research and productivity, there are
increasing demands from ... our members
for electronic access to accounting, tax,
consulting and general business informa
tion,” said Robert L. Israeloff, chair of the
AICPA board of directors. “The Account
ants Forum brings the AICPA, its mem
bers, and the general public closer togeth
er and helps us all become part of the
Information Age. ”
If you already use CompuServe, you
can access the Accountants Forum by
using the GO command and entering Go
AICPA. If you are using CompuServe’s
“WinCIM” software, click on the “traffic
light” icon and then enter AICPA; or
click on the Professional button, choose
Business Management from the main
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menu and select the Accountants
Forum. Once in the Accountants Forum,
you can pick—
■ Library and then PFP to access the
PFP library, or
■ Message Center and then PFP to
enter the PFP bulletin board.
You can also use CompuServe to
directly address Phyllis Bernstein at
74104,3272. For a CompuServe member
to send mail to other PFP Division staff,
you must enter the following at the—
■ TO prompt: Enter the name
■ Address prompt: CCMAIL:[user
name] AT AICPA 1
For example:
To: Murray B. Schwartzberg
Address: CCMAIL:Murray B. Schwartz
berg AT AICPA 1
The names to use for the other PFP Divi
sion staff members are: Eleni Andreou,
Josephine B. Baker, Susan A. Frohlich,
Stephen Rojas and Dolores Velez.
To sign up for a CompuServe account
(and receive free communications soft
ware and a $25 usage credit), call (800)
524-3388 and ask for the “AICPA Pack
age” or “rep#748.” Users are charged
$9.95 per month for five hours of access
each month. Additional hours are $2.95
for CompuServe’s services, including the
Accountants Forum.
CompuServe is accessible from a vari
ety of computer types and operating sys
tems, including DOS, Windows, OS/2 and
Macintosh. Users are encouraged to select
a Windows platform and CompuServe’s
free WinCIM software because of its
ease-of-use and graphic interface. The
minimum system requirements are: an
IBM PC-compatible 386 (486 or faster is
recommended) with Windows 3.1; a hard
disk drive with at least 6 MB of free space;
one high-density floppy disc drive; 4 MB
of RAM (8 MB or higher preferable); a
Hayes-compatible modem, 2,400bps
(14,400bps or faster preferable); a mouse
or other pointing device; a VGA or higher
resolution color monitor. ♦

PFP Technical Conference
Early Bird Registration

extended through
October 15,1995! (see page 6)
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PFP Exposure Draft Mailed
On August 15, 1995, the PFP Division
issued an exposure draft of proposed
Statement on Responsibilities in Personal
Financial Planning Practice (SRPFP) No.
5, Developing a Basis for Recommenda
tions. This proposed SRPFP provides
guidance to CPAs in developing a basis
for recommendations in a PFP engage
ment. It explains that developing a basis
for recommendations involves three func
tions—collecting information, analyzing
information, and formulating strategies
and recommendations—and provides
guidance on performing each of these
functions. Comments on the proposed
SRPFP are due by October 15, 1995.
The exposure drafts were mailed auto
matically to each PFP Section member.
Additional copies may be ordered at no
charge from the American Institute of
CPAs Order Department (product num
ber 800096) at (800) 862-4272 (submenu
#1). ♦

Investment Adviser
Registration Discount Available
Securities Consultants, Inc. (SCI) of
Boca Raton, FL, is offering PFP Section
members an ongoing 10 percent discount
from its regular price for a Full Service
Investment Adviser registration. This ser
vice includes: organization and start-up
counseling; preparation and filing of Form
ADV with the SEC; registration of princi
pals and agents; filing of registration with
the “home state”; written supervisory pro
cedures, books and records requirements;
and information on obtaining examination
study material. For a complimentary
Investment Adviser Overview or addition
al information about SCI and the services it
offers to PFP Section members, call Ken
Kaltman at (407) 994-4444 and identify
yourself as a PFP Section member. As a
special introductory offer to PFP Section
members, SCI’s Form ADV software,
developed in MicrosoftWord©, will be
available for $149 (regularly $189). ♦

New Video Course Available
Expanding Estate Administration Ser
vices, a new video course, provides guid
ance on expanding your practice into
estate administration. It covers qualifica
tions of the CPA, fees and the estate
administration team; probate process;
post-mortem planning; estate return; tax
elections; and terminating the estate.
Moderated by Stuart Kessler, CPA/PFS,
New York City, the panel of experts
includes Joseph V. Falanga, CPA, New
York City, Susan Petersen, CPA, West
Palm Beach, FL, David Gerson, New
York City, Howard Safer, CPA/PFS,
Nashville, TN, and Judith E. SiegelBaum, J.D., New York City.
The estate administration course pro
vides 8 hours of CPE credit for group or
self-study. To order call (800) 862-4272
(submenu #1) and ask for product number
180215PL for a VHS tape and manual at
$129 (additional manuals are $30 each;
ask for product number 350215PL). ♦
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